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ABSTRACT 


This study critically examines the pervasive influence of social norms 
on consumer purchasing behavior, challenging the commonly held 
belief in consumer autonomy. Utilizing a multi-dimensional 
framework, the research investigates the extent to which subjective 
norms shape consumer intentions and behaviors. The findings reveal 
that social pressures from reference groups, such as family and peers, 
significantly impact purchasing decisions, often overshadowing 
individual preferences and perceived autonomy. The study utilizes 
the Theory of Reasoned Action to analyze how beliefs about others' 
expectations and the motivation to comply with these expectations 
influence consumer choices. Furthermore, the research highlights the 
psychological mechanisms through which social norms operate, such 
as conformity and perceived social approval, and explores the 
implications for marketers seeking to leverage these norms in 
advertising strategies. The results suggest a need for a nuanced 
understanding of consumer autonomy in the context of social 
influence, urging a reconsideration of marketing practices that rely on 
the assumption of independent consumer decision-making. The study 
concludes with a discussion on the ethical considerations of 
exploiting social norms in marketing and the potential for fostering 
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INTRODUCTION 

The concept of consumer autonomy has. been a 
foundational principle in marketing, suggesting that 
individuals make purchasing decisions based on 
rational analysis and personal preferences. This 
notion implies a high degree of independence and 
control over consumer choices, where individuals 
select products that best reflect their desires and self- 
concept (Chackal, 2016). However, this traditional 
view is increasingly being challenged by research that 
highlights the significant influence of social norms on 
consumer behavior. 


Social norms, which refer to the shared expectations 
and rules within a group, play a pivotal role in 
shaping consumer decisions. According to the Theory 
of Reasoned Action (Ajzen & Kruglanski, 2019), 
behavior is not only influenced by personal attitudes 
but also by subjective norms—social pressures 
perceived by individuals to engage in or refrain from 
specific actions. 


These pressures often stem from reference groups 


such as family, friends, and broader social networks, 
which can heavily influence consumer behavior. This 
influence can often supersede personal preferences, 
pushing individuals to conform to group expectations 
to gain approval or avoid disapproval. 


The article uploaded illustrates this dynamic, stating, 
consumers often make choices that align with the 
expectations of their reference groups rather than 
their own preferences. This observation suggests that 
consumer decisions are frequently driven by external 
social influences rather than purely internal 
motivations (Xu et al., 2020). For example, a 
consumer might purchase a product not because they 
genuinely prefer it but because it aligns with the 
preferences or expectations of their social circle. This 
behavior underscores the significant role of 
conformity, where consumers alter their choices to 
match those of their peers, often sacrificing their 
autonomy in the process. 


The article further discusses the concept of perceived 
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social approval, highlighting how the desire to be 
positively evaluated by others can lead consumers to 
make decisions that do not necessarily align with their 
true preferences (Cialdini & Goldstein, 2004). In 
many cultures, particularly those that value 
collectivism and group harmony, the influence of 
social approval can be particularly strong. The drive 
for social approval can lead consumers to conform to 
group norms and make choices that reflect the values 
and expectations of the group, even when these 
choices do not align with their individual desires. 


Social identity theory (Tajfel, 1974) also provides 
insight into how group membership influences 
consumer behavior. According to this theory, 
individuals derive a sense of self from their 
association with certain social groups, and this group 
identity can significantly shape their attitudes and 
behaviors. When consumers strongly identify with a 
group, they are more likely to adopt the group's 
norms and preferences, further diminishing the notion 
of consumer autonomy. As noted in the article, 
"individuals who strongly identify with a group are 
more likely to conform to the group's norms and 
make choices that reflect the group's values and 
preferences 


Additionally, the article explores social comparison 
theory, which suggests that individuals evaluate 
themselves based on comparisons with others. This 
tendency can lead to mimetic behavior, where 
consumers imitate the purchasing decisions of those 
they admire or perceive as successful. Such behavior 
indicates that consumers often make choices based on 
social comparison rather than personal needs or 
preferences. 


The significant influence of social norms on 
consumer behavior presents both opportunities and 
challenges for marketers. On one hand, understanding 
these social influences allows marketers to craft 
strategies that resonate more deeply with target 
audiences by leveraging social proof and highlighting 
popular behaviors within key groups (Germar & 
Mojzisch, 2019). On the other hand, the ethical 
implications of such strategies must be considered, as 
exploiting social norms can undermine consumer 
autonomy and lead to manipulative practices. 
Marketers are encouraged to use these insights 
responsibly, ensuring transparency and authenticity in 
their campaigns to respect consumer autonomy. 


In summary, the notion of consumer autonomy is far 
more nuanced than traditionally perceived, with 
social norms playing a crucial role in shaping 
consumer behavior. The findings from the uploaded 
article challenge the idea of fully independent 
consumer decision-making, emphasizing the need for 


marketers to consider the social influences that drive 
consumer choices. Understanding this interplay 
between personal preferences and social pressures is 
essential for developing effective and _ ethical 
marketing strategies. 


LITERATURE REVIEW 

1. Behavior 

Behavior refers to specific actions directed towards 
particular target objects (Ajzen, 1991). Behavioral 
intention, on the other hand, is a proposition linking 
oneself to future actions. When planning strategies, 
marketers need to predict customer behavior and 
usage behavior. The issue is that predicting specific 
behavior based on intentions measured immediately 
before the behavior occurs cannot be done accurately. 


According to Kotler, citing The American Marketing 
Association, customer behavior is a dynamic 
interaction between affect and cognition, behavior, 
and the environment in which humans engage in 
exchange activities throughout their lives. Schiffman 
and Kanuk define customer behavior as the actions 
displayed by customers in searching for, purchasing, 
using, evaluating, and disposing of products and 
services they expect to fulfill their needs. 


Factors influencing customer behavior include the 
environment, which comprises culture, social class, 
family, and situation (Durucu & Durmaz, 2021). 
Understanding these environmental influences is 
crucial as they shape or inhibit individual 
consumption decisions. Customers exist within a 
complex environment where their decision-making 
behavior is influenced by these four factors. 


Individual differences, including motivation and 
involvement, knowledge, attitudes, personality, 
lifestyle, and demographics, are internal factors that 
drive and affect behavior. Customers exhibit a 
fascinating diversity as they encompass individuals 
from various ages, cultural backgrounds, educational 
levels, and socioeconomic statuses. Therefore, it is 
essential to study how customers behave and what 
factors influence this behavior. 


Kotler and Keller (2008) define customer behavior as 
"the study of how individuals, groups, and 
organizations select, buy, use, and dispose of goods, 
services, ideas, or experiences to satisfy their needs 
and desires." Dharmmesta and Handoko (2000) 
describe customer behavior as "individual activities 
directly involved in using goods and services, 
including the intention process of choosing credit in 
the preparation and determination of certain activities. 


2. Credit 
Suyatno (2021) states that the term "credit" derives 
from the Latin and Greek words “‘credere’”’ or “credo,” 
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which mean "faith" and "trust." This definition 
implies that the provision of credit must be based on 
the creditor’s (lender's) trust that the debtor will repay 
the loan or debt within the agreed timeframe and 
under the agreed-upon conditions. In other words, the 
creditor relies on the debtor’s promise to repay the 
loan along with interest according to the mutual 
agreement. 


Traditionally, the term "credit" refers to the provision 
of credit facilities by conventional banking 
institutions, whereas Islamic banking uses the term 
"financing." However, both terms carry the same 
underlying meaning. 


Hasibuan (1996:143) explains that credit 
encompasses all types of loans that must be repaid 
with interest by the borrower according to the agreed 
terms. Credit can also be understood as the provision 
of money or equivalent claims based on a borrowing 
agreement between banks and other parties, wherein 
the borrower is obligated to settle the debt after a 
specified period, with the interest rate predetermined. 
Kasmir (2016) defines credit as "the ability to make a 
purchase or obtain a loan with a promise of 
repayment at a later agreed-upon date 


3. Intention 

Zarrad and Debabi (2015) define intention as a 
motivational factor that influences an individual's 
behavior to undertake a particular action. Kotler and 
Susanto (2010) characterize intention as a drive, 
which is a strong internal stimulus that motivates 
action, where this drive is influenced by stimuli and 
positive feelings towards a product. Kotler and Keller 
(2012) describe intention as an individual's decision 
regarding preferences among available brands within 
a selection pool. Mowen and Minor (2010) define 
intention as all actions taken by an individual to 
acquire and use products and services. Lamb et al. 
(2010) define intention as the process by which a 
customer creates and utilizes desired products and 
services. From these various definitions of intention, 
it can be concluded that intention encompasses all 
factors driving an individual to act or engage in a 
particular activity, such as choosing one product or 
service offered by the banking industry. 


Sumarwan (2011:195) defines intention as a strong 
propensity or desire within an individual to perform a 
specific behavior. Intention serves as an indicator of 
the strength of an individual's desire to realize a 
behavior; in other words, the stronger the individual's 
desire, the greater the likelihood of the behavior being 
manifested. Mowen and Minor (2002:315) state that 
purchase intention is the consumer's desire to behave 
in a particular manner with the aim of acquiring, 
disposing of, and using goods or _ services. 


Conversely, Schiffman et al. (2015) refer to intention 
as the conative component of attitude, relating to the 
consumer's likelihood of acquiring a specific product. 


4. Attitude 

According to Damiati et al. (2017: 36), attitude is an 
expression of an individual's feelings that reflects 
their likes or dislikes towards a particular object. 
Kotler (2007: 65) defines attitude as an evaluation, 
feeling, and tendency of an individual to consistently 
favor or disfavor an object or idea. Meanwhile, 
Sumarwan (2014: 166) describes attitude as an 
individual's feelings about an object, whether liked or 
disliked, and it also reflects one's beliefs about 
various attributes and benefits of the object. Husein 
(2007: 147) characterizes attitude as an evaluation, 
feeling, and tendency of an individual that is 
relatively consistent towards an object or idea, 
comprising aspects of belief and attribute evaluation. 
Customer attitudes result from past experiences, and 
attitudes are often formed as a result of direct contact 
with the object. Attitudes can even be formed without 
actual experience with the object. Customers possess 
four dimensions: action, which refers to behavior, 
including purchasing, usage, and borrowing. The 
target dimension becomes quite broad, for instance, 
conducting surveys with customers to explore the 
relationship between producers and consumers. 


5. Demographics 

Hauser and Duncan (1959) propose the definition: 
“Demography is the study of the size, territorial 
distribution, and composition of populations, changes 
therein, and the components of such changes, which 
may be identified as natality, territorial movements 
(migration), and social mobility (changes of states).” 
In Indonesian, this is generally interpreted as: 
"Demography studies the number, distribution, 
territory, and composition of populations, as well as 
their changes and the causes of these changes, 
typically arising from natality (fertility), mortality, 
territorial movement (migration), and social mobility 
(changes in status)." 


Guillard (1855) defines demography as the science 
that studies all measurable aspects of human 
conditions and attitudes, encompassing general 
changes, physical state, civilization, intellectual 
capacity, and moral condition (see also Iskandar, 
1994). 


Loix et al. (2005) identify several demographic 
characteristics such as age, gender, education, family 
size, and occupation. In research conducted by 
Wiroreno (1994), the demographic perspective used 
to examine customer behavior regarding credit 
selection includes gender, education level, age, 
marital status, occupation, and position. This research 
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perspective includes: 


Age 

Assauri (1990: 2) notes that increasing age can 
influence an individual's decision-making. Further, 
Assauri (1990: 144) asserts that aging affects 
decision-making choices. According to Puspitasari 
(2002), Mooslechner et al. (2002), and Jonker (2005), 
age negatively impacts customer behavior concerning 
credit selection, with older individuals exhibiting 
reduced likelihood to engage in credit activities. 
Younger individuals are more prone to luxurious or 
consumptive lifestyles. However, other studies 
suggest that age positively affects customer behavior 
in credit selection (Stavins, 2001. 


Gender 

Gender differences between males and females 
manifest not only physically but also in habits, 
behaviors, and daily activities. These differences 
extend to financial management and the intention to 
select credit. Previous research (Armstrong & Craven, 
1993; Lawrence et al., 2003; Klee, 2006) indicates 
that men are more frequently involved in credit 
selection processes compared to women. There is 
even a notion that men play a primary role in credit 
selection intentions (Lina and Rosyid, 1997; 
Setiawan, 2008). 


Education 

Dharma (1997: 326) states that higher education 
levels increase knowledge, thus enhancing attitudes 
and norms. Higher education also influences choices 
regarding specific objects. Education impacts the 
intention to select credit as it provides knowledge and 
understanding in the form of attitudes and skills. 
Dharma (1997: 326) further asserts that more 
advanced education yields greater knowledge, 
affecting decision-making. Educated individuals are 
likely to be more meticulous in evaluating credit 
requests and interest rates (Khusumawardana, 2008). 
Avery et al. (1986) and Klee (2006) affirm that 
education positively influences customer behavior in 
credit intentions. 


Occupation 

In this study, occupations are categorized into civil 
service, self-employment, and academic positions 
(Adi, 2008). Castelani and Devaney (2001) note that 
marital status does not influence credit selection 
behavior. 


Marital Status 

Marital status is categorized as single or married. 
Married individuals tend to make credit decisions 
based on family needs, leading to more cautious 
credit decisions. Singles may exhibit less controlled 
credit intentions due to the lack of familial 


responsibilities (Irawan, 2005). 


RESEARCH METHOD 

The study utilizes a quantitative research approach 
with a cross-sectional survey design, gathering data at 
a single point in time to analyze variations among 
samples. This approach is supported by Cooper and 
Pamela (2006), who describe cross-sectional studies 
as effective for observing variations across different 
subjects. Primary data is used, collected directly from 
respondents through structured questionnaires. This 
primary research approach ensures the data is 
specifically tailored to the research questions and 
objectives, aligning with the definitions provided by 
Sugiono (2013) and Singarimbun and Effendi (2006) 
on the importance of primary data in survey-based 
research. 


POPULATION AND SAMPLE 

In this study, the population under investigation 
consists of customers of Banco Nacional de Comercio 
Timor-Leste (BNCTL) located in Dili, Timor-Leste. 
The research focuses specifically on customers who 
have taken out loans, thus the sample represents this 
subset of the population. The sampling technique 
employed is non-probability sampling, utilizing 
purposive sampling and accidental sampling methods. 
Through this approach, 99 loan customers were 
selected as respondents, deemed to embody the 
relevant characteristics for this research. 


The research instrument used is a_ structured 
questionnaire, comprising two sections. The first 
section includes demographic questions, while the 
second section contains items designed to measure 
the attitudes and subjective norms of customers 
regarding loans. This questionnaire is crafted using a 
Likert scale, assigning values between 1 and 5 to each 
item, thereby facilitating respondents in expressing 
their opinions. 


MODEL RESEARCH 


Occupation 
Martial Status 
Education 
Sex 


Intention 
To Buy 


Age 


‘ Subjective 
: Norm : 


RESULT 

Reliability Test 

A higher Cronbach's alpha indicates better reliability, 
with values typically ranging from 0 to 1. For a 
variable to be deemed reliable, a Cronbach's alpha 
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value greater than 0.60 is generally considered 
acceptable in social sciences. This threshold suggests 
that the items have sufficient internal consistency and 
that the data can be trusted for further analysis. 


Tabel 1: Reliability Test 


Cronbach's Alpha 
083 


0891 


The data presented in the table above indicates that all 
three variables—customer attitude, subjective norms, 
and credit decision-making—exhibit a high degree of 
reliability. This conclusion is drawn from the 
Cronbach's alpha values calculated for each variable's 
set of four instruments. Specifically, the customer 
attitude variable achieved a Cronbach's alpha of 
0.813, the subjective norms variable reached 0.874, 
and the credit decision-making variable also scored 
0.874. All these values exceed the threshold of 0.60, 
thereby affirming the internal consistency and 
reliability of the instruments used to measure these 
constructs, which is critical for ensuring the validity 
and robustness of the research findings 


Multicollinearity Test 
Table 2: Multicollinearity Test 
Variabel 


Based on the table above, it can be inferred that the 
regression model in this study does not exhibit 
multicollinearity issues, as evidenced by the Variance 
Inflation Factor (VIF) values of both independent 
variables—customer attitude and subjective norms— 
being 2.579, which is below the critical threshold of 
10. Additionally, the tolerance value of 0.388 
surpasses the minimum criterion of 0.10. 
Consequently, these metrics substantiate that the data 
provide distinct and non-redundant information for 
each independent variable, specifically customer 
attitude (X1) and subjective norms (X72). 


Attitude 
Subjective Norm 


Autocorrelation Test 

rom the table, it can be concluded that the Durbin- 
Watson statistic of 1.894 indicates the absence of 
autocorrelation issues within the regression model, as 
this value falls within the acceptable range of -2 to 
+2, thereby affirming the model’s statistical adequacy 
in terms of error independence. 


Table 3: Autocorrelation Test 


Hasil Durbin-Watson 


Tetapan Durbin- 
Watson 


-2 DW +2 


1.894 


Heteroscedasticity Test 

Based on the two graphs above, it can be concluded 
that the data points are randomly scattered both above 
and below the zero line, signifying that the two 
independent variables—customer attitude (X1) and 
subjective norms (X2)—do not present any issues of 
heteroscedasticity. Heteroscedasticity refers to the 
presence of non-constant variance in the error terms 
of a regression model, which can lead to inefficient 
estimates and invalidate hypothesis tests. The absence 
of heteroscedasticity, as indicated by the random 
distribution of residuals, confirms the assumption of 
homoscedasticity, thereby ensuring the robustness 


and reliability of the regression model's estimations. 
Partial Regression Plot 
Dependent Variable: Mean_PKK 


Mean_PKK 
° 
° 


Mean_NS 
Figure 2: Autocorrelation Test 

Normality Test 

The data points closely follow the diagonal line or are 
roughly aligned with it, suggesting that the 
instruments provided satisfy the assumption of 
normality or that the instruments are normally 
distributed. The normality test assesses whether the 
residuals of the regression model are normally 
distributed, which is a key assumption for various 
statistical analyses, particularly in linear regression. A 
normal distribution of residuals implies that the 
model’s errors are symmetrically distributed around 
the mean, enhancing the validity of inferential 
statistics and ensuring reliable conclusions can be 


drawn from the data. 
Normal P-P Plot of Regression Standardized Residual 
Dependent Variable: Mean_PKK 


Expected Cum Prob 


T ¥ t r T 
02 o4 on os 19 


Observed Cum Prob 


Figure 3: Normality Test 
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Based on the results of the multiple linear regression 
analysis in Table 4.13, the regression equation 
obtained is as follows: PKK = 0.921 + 0.461 Sik. + 
0.329 NS. The interpretation of this equation can be 
detailed as follows: 


Constant (80) = 0.921: This constant indicates that the 
credit decision-making score is 0.921 when the values 
of both customer attitude and subjective norms are 
zero. 


Regression Coefficient for Attitude (X1) = 0.461: 
This coefficient suggests that for every one-unit 
increase in customer attitude, the credit decision- 
making (PKK) increases by 0.461 units, assuming the 
subjective norms variable (X2) remains constant. 


Regression Coefficient for Subjective Norms (X2) = 
0.329: This coefficient implies that for every one-unit 
increase in subjective norms, the credit decision- 
making (PKK) increases by 0.329 units, assuming the 
customer attitude (X1) remains constant. 


Simultaneous Test (F Test): 

The F test is used to evaluate the collective effect of 
the independent variables, customer attitude, and 
subjective norms on credit decision-making. 
According to Table 4.13, the calculated F-value is 
62.101 with a significance level of 0.000, which is 
greater than the critical F-value of 3.091 at a 0.05 
significance level (dfl = 2, df2 = 96). This result 
indicates that the null hypothesis is rejected, 
demonstrating that customer attitude and subjective 
norms significantly influence credit decision-making 
when considered simultaneously. 


Coefficient of Determination (R2): 

Table 4.13 shows an R? value of 0.564, indicating that 
56.4% of the variance in credit decision-making is 
explained by customer attitude and subjective norms 
collectively, while the remaining 43.6% is influenced 
by other variables not included in the model. 


Partial Test (t-Test): 

For the attitude variable, the t-value is 4.142, which 
exceeds the critical t-value of 1.985 at a 0.05 
significance level with 96 degrees of freedom, and the 
significance is confirmed. This finding suggests that 
customer attitude has a positive and significant effect 
on credit decision-making. 


Multiple Regression 
Table 4: Multiple Regression 
Model B t hitung i 

(Constant) 0.921 

Sik. (X1) 0.461 

NS (X2) 0.329 3.202 =| 1.985 0.002 | 0.047 
F hitung 62.101 F tabel 3,091 

R? 0.564 Sign. 0.000 


For the subjective norms variable, the t-value is 
3.202, also exceeding the critical t-value of 1.985 at 
the same significance level, with a significance level 
of 0.002. This result indicates that subjective norms 
have a positive and significant impact on credit 
decision-making when considered individually. 


These results collectively affirm that both customer 
attitude and subjective norms play significant roles in 
influencing credit decision-making, both individually 
and jointly.Based on the table above, the regression 
equation can be expressed as follows: 


DISCUSSCION 
1. The Negative Impact of Social Norms on 
Consumer Decisions 

In a world that cherishes freedom in decision-making, 
we often find ourselves ensnared by detrimental 
social norms. Social norms, which should ideally 
serve as positive guides, frequently become shackles 
that bind us to poor habits. The Theory of Reasoned 
Action reveals that our decisions are shaped not only 
by personal preferences but also by pressures from 
our social environment. Imagine a_ teenager 
purchasing an expensive product merely to gain 
approval from peers, even though the product doesn't 
meet their actual needs. In such situations, the desire 
for acceptance overrides common sense, creating a 
cycle of unhealthy consumption. These detrimental 
habits harm not just individuals but also foster a 
culture of excessive and unsustainable consumption. 
Marketers, who often exploit social norms to boost 
sales, must recognize their ethical responsibilities. 
Using social norms to manipulate consumers can 
exacerbate this issue, pushing individuals to make 
choices that don’t reflect their true selves. In 
addressing this challenge, it is crucial to educate 
consumers about the harmful effects of negative 
social norms, encouraging them to reclaim control 
over their decisions and avoid destructive habits. 


2. Conformity: The Hidden Enemy in Consumer 
Decision-Making 
Conformity, though often seen as a normal part of 
social interaction, can become a hidden enemy in 
consumer decision-making. In many cases, 
individuals feel compelled to follow the crowd, even 
at the cost of sacrificing their personal values. The 
Theory of Reasoned Action shows that social 
pressure can transform our decisions into something 
we do not truly desire. Picture a young professional 
buying an expensive car not out of necessity but to 
gain recognition from colleagues. This detrimental 
habit creates a cycle where individuals feel trapped by 
social expectations, sacrificing personal happiness 
and satisfaction for the approval of others. In an 
increasingly competitive world, the desire for 
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acceptance often overshadows the wish to be oneself. 
Marketers must understand the emotional impact of 
conformity and strive to create campaigns that are not 
only appealing but also encourage consumers to think 
critically about their choices. By educating consumers 
about the dangers of conformity, we can help them 
avoid harmful habits and make more authentic and 
fulfilling decisions. 


3. The Clash Between Personal Attitudes and 
Harmful Social Norms 

The clash between personal attitudes and social 
norms often creates deep emotional dilemmas for 
consumers. The Theory of Reasoned Action reveals 
that our decisions are influenced not only by what we 
want but also by what we believe others expect of us. 
In many cases, negative social norms can drive 
individuals to make choices that do not reflect their 
true values. Imagine a consumer trapped in the habit 
of buying luxury items to display status, even though 
they actually value simplicity. This detrimental habit 
not only harms personal finances but also creates 
pressure to continue competing in an unsustainable 
lifestyle. Marketers must understand these dynamics 
and craft messages that are not only engaging but also 
encourage consumers to reassess the social norms 
they follow. By educating consumers about the 
negative impact of harmful social norms, we can help 
them break free from destructive habits and make 
decisions that align more closely with their personal 
values. 


4. Ethical Implications of Exploiting Social 
Norms in Marketing Strategies 
In the marketing world, leveraging social norms can 
be a double-edged sword. While this strategy may 
boost sales, it also brings serious ethical implications. 
When marketers use social norms to drive consumer 
behavior, they often reinforce harmful habits. For 
example, advertisements emphasizing the importance 
of owning luxury items for recognition can encourage 
consumers to overspend, disregarding their own 
needs and values. These detrimental habits not only 
harm individuals but also foster a culture of 
unsustainable consumption. Marketers must be aware 
of their responsibilities in creating campaigns that are 
not only appealing but also ethical. By avoiding the 
exploitation of harmful social norms, they can help 
build healthier and more sustainable relationships 
with consumers. It's not just about selling products, 
but about raising awareness of the impact of harmful 
habits triggered by social norms and encouraging 
consumers to make wiser, more sustainable choices. 


5. Reflecting on Consumer Autonomy Amidst 
Negative Social Influences 
The concept of consumer autonomy, long considered 


a fundamental principle in marketing, must now be 
reconsidered in light of harmful social influences. 
Research shows that many consumer decisions are 
not based on personal preferences but rather on the 
pressure to meet social expectations. In many cases, 
individuals find themselves trapped in detrimental 
habits triggered by social norms, such as purchasing 
items they don’t need just for recognition. This 
creates a cycle of dissatisfaction, where consumers 
feel alienated from their own choices. Marketers must 
recognize this reality and adapt their strategies to not 
only attract but also empower consumers to regain 
control over their decisions. By crafting campaigns 
that encourage consumers to critically examine the 
social norms they follow, we can help them avoid 
harmful habits and celebrate their autonomy. In a 
world where social influences are powerful, it is 
crucial to educate consumers about their own values 
and encourage them to make choices that truly reflect 
their authentic selves. 


CONCLUSION 

The article titled "Is Consumer Autonomy an 
Illusion? The Hidden Influence of Social Norms on 
Purchase Decisions" offers a comprehensive analysis 
of the impact of social norms on consumer behavior, 
posing a significant challenge to conventional notions 
of consumer autonomy. Here, consumer autonomy is 
conceptualized as the capacity of individuals to make 
purchasing decisions grounded in rational analysis 
and personal preferences. Contrary to this ideal, the 
study demonstrates that consumer choices are 
frequently swayed by prevailing social norms within 
their reference groups—such as family, friends, and 
broader social networks. 


Utilizing the Theory of Reasoned Action as its 
theoretical lens, the research explores how subjective 
norms—perceived social pressures—shape 
individuals’ intentions and behaviors. This theory 
posits that consumer behavior is influenced not only 
by personal attitudes but also by the expectations and 
pressures exerted by those around them. The findings 
of the study reveal that social norms often dominate 
individual preferences, leading to conformity 
behavior wherein consumers select products that align 
with group expectations, even when such choices do 
not reflect their personal desires. 


For example, a consumer might acquire a particular 
product not because of personal affinity but because it 
aligns with the social expectations of peers or family. 
The study further elucidates the psychological 
mechanisms driving the influence of social norms, 
including the pursuit of social approval and the 
avoidance of social rejection. 
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In light of these insights, the article concludes that 
consumer autonomy is markedly more complex and 
nuanced than traditionally perceived. It underscores 
the necessity for marketers to consider social 
influences when formulating their marketing 
strategies, acknowledging that consumer decisions are 
often shaped by external factors. Moreover, the 
research emphasizes the ethical implications of 
leveraging social norms, advocating for practices that 
do not undermine consumer autonomy or foster 
manipulative marketing techniques. It calls for 
transparency and authenticity in marketing campaigns 
to uphold and respect consumer autonomy, 
highlighting the imperative for marketers to avoid 
exploitative practices that could compromise the 
genuine decision-making power of consumers. 


LIMITATION 

The article primarily highlights the influence of social 
norms on consumer behavior, potentially overlooking 
other critical factors such as economic, psychological, 
and cultural influences. Future research could explore 
the interaction between social norms and these 
additional factors to provide a more comprehensive 
understanding of purchasing decisions. 


Limited Sample: The study is based on a sample of 
customers from Banco Nacional de Comercio Timor- 
Leste (BNCTL) in Dili, Timor-Leste. This limitation 
may affect the generalizability of the findings to a 
broader population. Subsequent research should 
involve a more diverse sample across different 
locations and demographics to achieve a more 
representative perspective. 


Research Methodology: The study employs a survey 
with questionnaires, which might not fully capture the 
nuances of consumer behavior. Future research could 
benefit from qualitative approaches, such as in-depth 
interviews or focus groups, to gain deeper insights 
into motivations and social influences in consumer 
decision-making. 


Temporal Dynamics: The research may not account 
for how the influence of social norms evolves over 
time. Consumer behavior can be affected by changing 
trends, and longitudinal studies could provide 
valuable insights into how social norms adapt and 
impact purchasing decisions in the long term. 


PRACTICAL IMPLICATIONS 

Marketing Strategies Responsive to Social Norms: 
Marketers can design campaigns that leverage social 
norms by emphasizing desired behaviors within 
specific social groups. This approach can create a 
sense of urgency and relevance, encouraging 
consumers to engage in the desired purchasing 
behavior. By aligning marketing messages with the 


norms and values of target social groups, marketers 
can enhance the appeal and effectiveness of their 
campaigns. 


Product Development Aligned with Social Values: 
Companies can develop products and services that 
reflect the values and preferences of their target social 
groups. By understanding prevailing social norms, 
companies can create offerings that are more 
attractive and relevant to consumers, thereby 
increasing the likelihood of product adoption. This 
alignment with social values not only meets consumer 
needs but also fosters a stronger connection between 
the brand and its audience. 


Ethical Considerations in Marketing: Marketers must 
consider the ethical implications of their strategies, 
avoiding manipulation that could undermine 
consumer autonomy. Ensuring that marketing 
campaigns are conducted with transparency and 
honesty will help build trust and brand loyalty. 
Ethical marketing practices are crucial for 
maintaining a positive brand image and fostering 
long-term relationships with consumers, as they 
prioritize respect for consumer decision-making and 
avoid exploitative tactics. 
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